Executives 
Aid Regions’ 
Sales Plans 


vening at their regional offices 
in early September. 

The district managers will meet 
for two days. Mr. Nieman and Mr. 
Wardlow will attend each session 
for the greater part of one day 

“Naturally, our greatest emphasis 
will be placed on the big holiday 
selling season,” stressed Mr. Ward- 
low. “We will give a special push 


H.H. Lander Wins Bonus Award 


“Card-A-Rama” to avoid confusion 


suppliers = 
on the boxes of cards slated 


@se promotions. This will 
separating promotional stock 


Detroit Office —Harry H. 
Lander, Jr., junior assistant at 
Store 627, Chicago, Ill., is 
1961's second winner of the 
Suggestion System's $50 Quar- 
terly Bonus Award. 

Harry suggested that boxes of 
greeting cards for the “Card-A. 
Rama” promotions be stamped 


GROWTH 


it rightly belongs. 


“The Detroit Office sales depart- 
ment is more and more a coordi- 
nator between regional men and 
buyers. The continued expansion of 
the Kresge chain makes such de- 
centralization necessary if promo- 
tions are to be effective in stores 
throughout the nation.” 


OPERATION 


Grace Stevens for the $100 Yearly 
Special Bonus Award to be given 
to one of the four Quarterly Bonus 
Award winners at the end of 1961 
Grace, Store 45, Providence, R.I., 
won 1961's first Quarterly Bonus 
Award for suggesting the company 


Research ond Development Committee members have their initial meeting June 26 ond 27 at 
Detroit Office. The group was formed by President B. Cunningham to stimulete further com- 
- ion. Chai R E. Dewer, ssi ere a 
Studies involved work simplification ot store 
study all proposals submitted for improved or 


level 


first of a series of articles 
initiated to honor men making 
outstanding contributions to 
variety’s future. 

Introducing the new Career Build- 
er Award series, Chain Store Age 
stressed, “Variety chains know that 
today it is just as important to yield 
a profit in people as in dollars. 
More efforts are being put into the 
development of leaders at the store 
level. And it is more and more the 
job of the store manager, as front- 
line executive, to mold and shape 
the managers and executives of to- 
morrow.” 


The theme of the story written 
about Mr. Valley is expressed in 
the headline, “He taught me to be 
organized.” 

Chain Store Age interviewed 
many of the men with whom Mr. 
Valley has associated during his 11 
years with the company. 

Manager Edwin T. Daisley, Store 
1, Detroit, Mich., told Chain Store 
Age reporters, “He (Mr. Valley) 
had the girls doing their own buy- 
ing and getting a kick out of it” 
Five years ago Mr. Valley was Mr. 
Daisley’s senior assistant. 


Chain Store Age wrote, “More 
than a score of Kresge men have 
worked under Ray Valley since he 
managed his first store in Detroit 
in 1958. Most of them are managers 
or well on their way to becoming 
managers today because of what 
they learned under him.” 


The Chain Store Age article con- 
tinued with quotations of praise for 
Mr. Valley from some of ‘his men.’ 
“Ray has a knack for getting along 
with people. But more important, 
he has the ability to transfer his 
enthusiasm to those who work un- 
der him.”—Allen G. Smith, manag- 
er of Store 4515, Detroit, Kresge's 
frst discount store. Mr. Smith 
worked under Mr. Valley in 1958. 


“Ray taught me the importance 


Detroit O f fice — The company 
hosted nine 25-year service cele- 
brants at the Detroit Office in June. 





